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• Established under--
• 41 U.S.C. 251, et seq. - Title III, Administrative 

Services Act of 1949 
• 40 U.S.C. 501, et seq. - Services for Executive 

Agencies 

• Meets CICA "competitive procedures" under--
• 41 U.S.C. 259(b)(3)(A) 

AUTHORITY FOR MAS 
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A SCHEDULE IS… 
• A Commercial Catalog 

• Multiple Awards for 
Varying Requirements 

• Volume Discount Pricing 

• The Multiple Award 
Schedule (MAS) Program is 
also known as the Federal 
Supply Schedule Program 
or the GSA Schedules 
Program 



� Fair & Reasonable Prices in a Competitive, Market 
Driven Environment 

� Helps Customers Overcome Reduction in Number Govt 
Contracting Personnel
� Quick and Easy Procurement Process 

� Low Admin Costs 
(.75% Fee on Sales – Embedded in Price) 

� Huge Selection from Thousands of Vendors 

GSA Schedule BenefitsGSA Schedule Benefits……
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Features of Schedules 

• Services and Products 
• Wide Selection 
• Administrative Savings 
• Technological Advancements 
• “Best Value” Purchasing 
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How to Apply for a Contract…. 

• Determine Market Area (IT, Furniture, 
General or Office Products, etc) 

• Look Online at www.gsa.gov or 
www.fedbizopps.gov for the right 
solicitation 

• Fill out Proposal and Send to Listed 
Address 
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IN AWARDING MAS CONTRACTS 
•	 GSA uses commercial item IDIQ contracts using FAR Part 12


•	 Determines contractor responsibility IAW FAR 9.1 

•	 Negotiates an acceptable Subcontracting Plan 

•	 Negotiates fair and reasonable pricing based on the firm's Most 
Favored Customer rates 

•	 Evergreen contracts (5-year base period + three 5-year options)


•	 Continuous open solicitation 
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MOST FAVORED CUSTOMER 

(MFC) PRICING


•	 MAS negotiation objective is to receive prices that are equal to or
better than a company's best customer with comparable requirements 
(GSAM 538.270). 

•	 Offerors are required to submit their commercial sales and discount 
practices using the standard format. 

•	 Economic Price Adjustment clause allows price change IAW 
commercial practice (GSAM 552.216-70). 

•	 Contractor may offer order-level price discount w/o triggering 
mandatory across-the-board price reduction (GSAM 552.238-75). 
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Services v. Products in MAS 

ProductsProducts
29%29%

ServicesServices
62%62%

BothBoth

over 10 million items; 17,595 contracts (May 2006) 

FY05 
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Small Businesses in MAS 
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FAR 8.405-2 Ordering Procedures for 
Services Requiring a Statement of 
Work 

FAR 8.405-1 Ordering Procedures for 
Supplies and Services Not 
Requiring a Statement of Work 

SERVICESSERVICES

PRODUCTSPRODUCTS 
& SIMPLE& SIMPLE 
SERVICESSERVICES

2 TYPES OF MAS ORDERING 
PROCEDURES 



13

Survey the GSA Advantage! or review at least 3Survey the GSA Advantage! or review at least 3 
Schedule catalogs/pricelistsSchedule catalogs/pricelists

Place orders w/ Schedule contractor representing thePlace orders w/ Schedule contractor representing the 
best valuebest value

if order amount exceeds MOT or when 
establishing a BPA, 

Review additional catalogs/pricelists 
and seek price reductions 

PRODUCTS AND PREPRODUCTS AND PRE--DEFINEDDEFINED 
SERVICES NOT REQUIRING A SOWSERVICES NOT REQUIRING A SOW 

(FAR 8.405(FAR 8.405--1)1)
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SERVICES REQUIRING A SOWSERVICES REQUIRING A SOW 
(FAR 8.405(FAR 8.405--2)2)

Prepare a RFQ that includesPrepare a RFQ that includes----
a. SOW (PBSOW, FFP preferred) anda. SOW (PBSOW, FFP preferred) and
b. Evaluation Criteriab. Evaluation Criteria

Transmit the RFQ to at least 3 contractors (or IAW Section 803Transmit the RFQ to at least 3 contractors (or IAW Section 803 
if for DoD) (Provide RFQ When Requested)if for DoD) (Provide RFQ When Requested) 

Evaluate Responses and Place OrderEvaluate Responses and Place Order

if order amount exceeds MOT or when establishing a
BPA, 

Provide RFQ to Additional Contractors and Seek 
Price Reductions 
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• Section 803: Competition in Services 
Contracting (DoD); Orders $100K+ 
• Response: eBuy – A Bulletproof Method 

• Un-Bundling Contracts 
• eBuy & Schedules Promote Un-Bundling 

• Small Business Re-Certification 
• Cooperative Purchasing 

• State & Local IT Sales 

REGULATORY 
ENVIRONMENT UPDATE 
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National Defense Authorization Act for 

FY02 Section 803


• Additional requirement for orders of services 
exceeding $100,000 using DoD funds 

• DFARS 208.404-70 requires CO to provide fair 
notice--
• to as many Schedule contractors as practicable to 

reasonably ensure that offers will be received from at 
least 3 contractors, or 

• by posting RFQ on "e-Buy" 
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• eGov Act of 2002: 
Authorized GSA Sales of IT Products and 
Services to State and Local Govts 

• Program Sales Started May 2003 
• Information Technology Products and 

Services ONLY (No Other GSA Products) 
• From Computers to Complex Services….. 

COOPERATIVE PURCHASING 
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OTHER MAS ISSUES


• Establishment of MAS BPA (FAR 8.405-3) 

• Price Reductions (FAR 8.405-4) 

• Small Business (FAR 8.405-5) 
• May take credit toward socio-economic goals 
• GSA Acquisition Letter (V-05-12) provides additional 

guidance 

• Industrial Funding Fee (0.75%) 
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Corporate Schedule 

• Consolidated Schedule: Multiple 
Contracts on One Schedule (e.g., MOBIS 
and IT) 

• Expected Results 
• Increased Industry Participation 
• Better Customer Understanding 
• Increased GSA Efficiency 
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GSA e-Tools


• GSA Advantage!® on-line shopping source 
featuring 10.6 million items 
• www.gsaadvantage.gov 

• e-Buy solicitation posting system (meets DoD 
Sec. 803) 
• www.gsa.gov/ebuy 

• e-Library lists all active schedule contracts (43 
Schedules) 
• www.gsa.gov/elibrary 
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e-Tools GSA Advantage!® 

• Electronic catalog of products and 
services 

• Over 9,600 contracts 
• 5 million items 
• Thousands of hits a day 
• Market research tool 
• Agencies place orders through system 
• www.gsaadvantage.gov 
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GSA Advantage!GSA Advantage!
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GSA e-Buy 

• Internet-based Request For Quote Solution 
Enhances Competition, Transparency, and 
Efficiency 
• Paperless acquisition tool 
• “Electronic” competition for orders 
• Business intelligence tool 
• Government management tool 

• www.gsaadvantage.gov 
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Market research using e-Library 

Go to specific
Schedule

Jump to categories 

Search by keyword 
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Market Research Using e-Library 

•Category descriptions (SIN) 
•Link to FedBizOpps solicitation 
•Point of Contact information 
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Market Research Using e-Library 

Number of contractors 

List of contractors 

Sort by socio-economic criteria 

Sort by location 
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TRAINING & EDUCATIONTRAINING & EDUCATION

FSS Center for Acquisition Excellence 

Online Training (www.fsstraining.gsa.gov) 
� Self-paced Courses on Schedules, GWACs, and 

Cooperative Purchasing 
� GSA Schedule Order Checklist 

Classroom Training 
� CEUs, Accredited Instructors 

Public Speaking 
� Conferences 
� GSA’s Annual EXPO 
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GSA MAS - Summary 

AGENCYAGENCY 
CUSTOMERCUSTOMER

INDUSTRYINDUSTRY

SIMPLIFIEDSIMPLIFIED 
PROCESSPROCESS

VOLUMEVOLUME 
DISCOUNTDISCOUNT
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Resources and Assistance 

• www.gsa.gov 
• www.gsa.gov/smallbusiness 
• Federal Supply Service www.fss.gsa.gov 
• SBA – www.sba.gov 
• http://www.acqnet.gov 
• PTACs - www.dla.mil/db/procurem.htm 
• www.ccr.gov 
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Resources and Assistance 
• Federal Small Business Directors www.osdbu.gov 
• Code of Federal Regulations -

www.gpoaccess.gov/ecfr/) 
• PTACs - www.dla.mil/db/procurem.htm 

Federal Regulations - http://acquisition.gov/ 



Questions? 
ContactContact 

Office of the Chief Acquisition OfficerOffice of the Chief Acquisition Officer
Contract Policy DivisionContract Policy Division

(202) 501(202) 501--12241224


